1:00 -1:15 Logging in
Tech Check

Agenda Overview

1:15-1:45 Video Pre-Production Phase Plans
The importance of our subject experts, YOU!
Look at B-roll footage examples

Present a rough timeline, where we are now



1:45—3:00
Honing in on our Target Audience and Behaviors

Look deeper into our target audiences:

e Behavior chain exercise
Look deeper into our desired behaviors:

e Behavior ranking, what should we focus on?
Review data gaps and assumptions
Explore co-branding and examples
Next Steps in Video Process

e Audience survey

Define goals for next meeting






AConsultation with Doug McKenzi¢ohr
AMeeting tomorrow with a drone pilot

AStarting to gather Boll footage
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Our /Accomplishments:Since dune

AFormed our sulgroup V
AAgreed on video series objectives/go¥s
ADecided on a general layout of video sefiés

Aldentified our target audience¥

APerformed a literature review of existing audience resedch

After today:
AChosen target behavior(s) and barrier(s) to focus on
AStart to develop an audience survey (time permitting)



(An Ambitious)/Video-Series Fimeline

JuneA October Production

mmm) - Audience researci{mm

- Core messages

- Video strategy iSholc))t Broll fOOtagequ OctoberA 2021
now

PostProduction

SeptemberA October

- Production brief
- Script

- Storyboard - Add music and narration
- Schedule shoots - Build captions

- Distribute videos

- Organize footage

- Drone footage (Septg - Edit footage

- Perform interviews (Oct)
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Research your audience

o
AConduct interviews and listen to your target audience &.m. .m.

AGet insights into:

o What they like and how they think

o What do they really connect with ?

o What are their most common problems?



Decide on your core message

AKeep the end goal in mind: what action does your audience need
to do to make it happen ?

Basically:
oWhat do you want your audience to do

after watching your video ?

oWhat do you want them to think ?

oHow do you want them to feel ?



The %elaamot ChamnExercise




Why the Béhavior Chain?

ARecommended by Doug McKen&@hr in consultation

Attt yiAy3I GNBSaE AayQid a aayLrkx s
ABreak down a complex behavior into many steps
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/\ APoints out our data gaps and assumptions /\

NShows us what we should focus on! Where we can make an impact%




Datagaps

AWhere do residential landowners/Ag landowners go with their questions
about planting trees?

AReally, what are all of the options for people to plant trees?

A Resources list?
AWhat are the most popular local nurseries, and do they sell native trees?

AWhat are the common Google search terms, and where are people
referred if they are searching for help?

AWhat else?



We Ihave to testithese!

AAgain, pointed out by Doug McKenaiohr

ASSUMPTIONS
AHEAD

ASalmon as a focal point, or not? Might be

different for those living on a creek

Al NB LIS2LIX S LINRPdzR 2F 0UKS 0dzZFTSNA
already planted? Embarrassed? Want to

show it off to the community?



Lead Wlth what motlvates our audlence
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Cobrandingcoption

ASocial marketing is still marketing!
ALead with what appeals to the audience

ACan strongly associate their motivations
with your intentions and messaging, but its

not the focus

ABuilds a relationship, can lead to new self

definitions If effective



